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Why Are We Here?

Mission: Renewable Choice is 
building a national community of 
clean energy consumers.

What we do: Renewable 
Choice markets renewable 
energy certificates to residential 
and commercial customers in all
fifty states.



Main Topics

1. Our unique grassroots 
marketing approach

2. What we’re hearing from
customers in the marketplace 

3. Experience selling certificates 
in utility green pricing areas



• We work with 
college students and 
young professionals 
to sell directly to 
residential 
customers in their 
homes.

• Our salespeople 
actually sit down 
with families to 
explain the benefits 
of wind power.

• We engage people 
with community 
events!

How is Renewable Choice 
unique?





A Grassroots Approach:

• Reaches thousands of new customers 
that would otherwise not be 
interested:
–People who don’t read bill inserts
–People with questions
–People who’ve tuned out mass 

marketing messages
• Generates one on one awareness of 

the product offering and the issues



Grassroots Education vs. Mass 
Marketing

• Communication of a new concept
– Any message you give requires deciphering

• Reach, Frequency, and the Q Factor
• Completely different set of features and 

benefits 
• Every customer has a unique and distinct 

knowledge base
– How many people within your organization understand 

renewable energy?



What is the best way to 
communicate with potential 

customers?

• Grassroots, community-oriented 
education campaign

• THERE IS NO SUBSTITUTE FOR 
PERSONAL INTERACTION









”Commitments to purchase wind power helps ensure 
that we are diversifying our energy portfolio. Energy 
diversity is important for America's energy security.”

Energy Independence

- Spencer Abraham, US Energy Secretary



















Customer Interaction

• By explaining the benefits of wind 
power to thousands of families each 
week, RCE has become experts at 
communicating with the public.

• Engaging the community allows you 
to use businesses to reach even 
more residential customers.



Messages that resonate
• Experience and examples from one of our 

partners











Selling Renewable Energy 
Certificates in a Utility Green 

Pricing Area

• How we approach selling local vs. 
regional vs. national mix

• Why do customers really buy green 
energy?
– Global Warming
– Environment
– National Security
– Energy Independence



Renewable Energy Certificates 
vs. Green Pricing

• How do customers respond?
• What’s the difference in people’s 

minds?
• Is there a difference?

• Bottom Line: You must become 
EXPERTS in communicating benefits 
of green power



For more information please visit 

www.renewablechoice.com


